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Abstract: This paper attempts to answer an interesting but empirically 
challenging question: do personality, aggressiveness, and mood lead to changes 
in savings behaviour? This paper has adopted psychometric tests – UPPS 
Personality Traits, Aggressiveness (AGGR), and Happiness (POMS) – as the 
instruments, which were tested in Indonesia, Malaysia, Thailand, and Vietnam 
(ASEAN-4) by using a survey mode with 2,257 respondents. The results show 
that an individual with aggressive behaviour tends to have compulsive 
behaviour in consumption by making fewer savings. The mood of an individual 
also induces savings behaviour. Interestingly, aggressiveness is the mediator to 
explain the association between mood and savings behaviour. The personality 
type also affects spending behaviour. However, this moderating effect of 
personality was only observed in Thailand and Vietnam, not in Indonesia and 
Malaysia. Regulators can use the findings by controlling inflation through 
monetary policy following the mood cycles of individuals. The findings can 
also be used for policymaking. 
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1 Introduction 
George had a bad day. He came late to the office in the morning and was reprimanded by 
his supervisor. The weather was also not too good as the temperature was higher than 
normal. He became very aggressive and tried to overcome it. Because he is an introvert, 
he kept his temper inside, and went to a shopping mall for a cup of coffee where he 
thought he could override his bad day by carrying out that impulsive consumption 
behaviour. 
George performed impulsive consumption behaviour, which is called the  
reflective-impulsive model by Strack et al. (2006). His mood state made him unconscious 
(reflective), and his interpersonal trait (impulsive) moderated him to carry out 
consumption or less savings. In behavioural economics, this type of behaviour is 
addressed by Kahneman and Tversky (1974) as heuristic bias. 
Theories in macroeconomics studies postulate that savings are important for national 
and individual wealth. For example, there is life-cycle theory stating that country wealth 
depends on national saving. There is also precautionary savings motives theory stating 
that savings may induce the future happiness of individual. Even though savings 
behaviour is important of nation’s wealth, not many empirical papers have investigated 
how psychological variables affect individual’s savings behaviour. 
To date, economists have mainly focused on the effects of macroeconomic or 
microeconomic variables on savings behaviour, but not at an individual level. For 
instance, Ghosh and Ostry (1997) showed that the greater uncertainty in national cash 
flow and the less government consumption, the greater will be the precautionary savings 
of that country. Iscan (2011) by using medium run variation in the US savings rate, 
documented that the slowdown of productivity growth reduced the savings rate and the 
consumption-income ratio over the period 1980–2000. In terms of the association 
between microeconomics and savings behaviour, and by using cross-section 
microanalysis and a time-series macroanalysis, Borsch-Supan and Stahl (1991) 
discovered how bank savings programs could influence personal savings. If there is 
research at an individual level, such as Wahhaj (2010), it is more on the role of culture or 
norms on individual savings. Research that links savings decisions and the psychological 
point of view is rarely found. 
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Interestingly, behavioural economists believe that the utility concept of economic 
decision has to elaborate with human emotions and affection (see Kahneman et al., 1999). 
Recent contributions from behavioural studies have provided strong support for the 
idea of how emotions play a key role in decision-making. Biel et al. (2011) who found 
that differences in emotions and moral perceptions can account for part or all of the 
discrepancy found between the willingness to accept and the willingness to pay. There 
are also Koenigs and Tranel (2007) and Van Winden et al. (2011) addressed emotions as 
an important driving factor in investing decision. Brahmana et al. (2012) addressed 
affection as a source of irrational decision-making. There are also studies linking between 
emotion and consumption. For example, Stillman et al. (2012) found that higher levels of 
spirituality are associated with a decreased desire to consume material goods in a 
conspicuous manner. 
Those findings lead to a conclusion that economy irrationality of the individual can 
be explained by considering the attitude in decision making. Attitudes are not only based 
on rationality but also on feelings or other hedonic variables (Tvede, 2002). Note that this 
attitude in decision making has been discussed in psychology studies far earlier than 
economics findings. Janis and Mann (1977) addressed the issue by proposing emotional 
state as the driver in biased decision-making. They did a psychology experiment and 
survey, and found that people tend to change their decision following their mood and 
emotion. Mann (1992) showed that stress and affection are significantly associated in 
risk-taking decisions. Others, such as Forgas (1989), Gul and Pesendorfer (2004), and 
Harle et al. (2012) have similar conclusion where affection, such as sad feelings or 
aggressiveness, would influence individual decision. 
Coming back to the earlier narrated story of George, this research believes that there 
are many other ‘Georges’ out there whose decision-making is influenced by their 
personality traits, aggressiveness characteristics, and mood state. Based on earlier 
findings and literature about decision making, we hypothesise that: 
a mood state has a positive effect on savings decision-making 
b there is a moderating effect of impulsive personality traits on the relationship 
between aggression and savings 
c aggressiveness characteristics positively correspond to the savings decision as 
mediator. 
This research aims to answer an interesting but empirically challenging question: Does 
mood lead to aggressiveness and influence savings behaviour? Do impulsive personality 
traits moderate that relationship? This research argues that traditional economics is 
characterised by rational decision-makers maximising a given utility function under 
constraints. In contrast with that basic tenet of traditional economics, this research 
proposes the hedonic utility through which decision-making could be based on the moods 
or character of the individual. 
This paper is unique and different from others in three aspects. Firstly, this study 
utilises psychology to analyse the behaviour of the individual in savings. Secondly, the 
sample of this study is four ASEAN countries – Indonesia, Malaysia, Thailand, and 
Vietnam – indicating that a thorough research was conducted by studying the four 
countries in survey mode. It makes this research give clearer and more general 
conclusions about the role of psychology on savings decision-making in the South East 
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Asia region. Note that these four countries, combined, are leading emerging countries in 
Asia, and by far, there is rare to find a cross-countries research, especially in developing 
market context. Thirdly, unlike previous studies, such as Guven (2012) and others, this 
study carries out a survey study in which the questionnaires were distributed in four 
countries. Using country-based national surveys in a cross-sectional study would result in 
a biased result. Furthermore, national surveys would not tally with an individual 
psychometric result. Lastly, this study not only investigates relationships, but also the 
mediating and moderating effects. 
The remainder of the paper is organised as follows. Section 2 provides an overview of 
the related literature describing the relationships among the variables. Section 3 addresses 
the empirical model and the research framework, while Section 4 describes the data used 
in this research. Section 5 presents an estimation of the statistical result. Lastly, Section 6 
and Section 7 present the discussion and the conclusion, respectively. 
2 Related Literature 
2.1 The role of mood in human behaviour 
The concept of mood and decision-making has been a major research area in psychology 
for a long time. Studies have shown how mood can be influenced by temperature (Keller 
et al., 2005), economic pressure (Stein et al., 2012), income inequality (Moutoussis, 
2011) or even music (Van der Zwaag et al., 2012). Others have shown how mood 
influences habit, behaviour, and decision-making. The classic work was Davis et al. 
(1985) who examined the role of mood on the decision to eat, and showed how having a 
positive mood would induce the decision to eat as compared to having a negative mood 
that would reduce the consumption of food. Steptoe and Wardle (1999) documented how 
alcohol intake was associated with a high positive and low anxious mood. They also 
documented that drinking coffee and tea are also related to the mood state of the 
individual. A more recent study was conducted by Harle et al. (2012) who used fMRI in 
their experiments. After testing the neurons of individuals, they discovered that sad 
people tend to have aversive emotional states and cognition conflicts and have a tendency 
to be more sensitive when looking at an unfair situation. 
The famous classical work regarding the relationship between mood and economic 
activity was undertaken by Isen and Simmonds (1978) who found that people tend to do 
shopping when they feel happy, and, conversely, they tend to do less shopping when they 
are not in a good mood. Forgas (1989) documented that moods (feeling happy, sad, or 
neutral) affect strategic decision-making (i.e., cost efficiency). Beja (2012) did a  
cross-sectional study by examining happy people’s choices in economic growth 
acceleration. Beja’s results indicate that happy people tend to choose stable rather than 
rapid economic growth. In terms of its relationship to savings, Guven (2012) discovered 
how temperature-induced mood can influence the savings behaviour of the individual. 
Using the Dutch Household Survey, sunshine played an important role in the decision to 
save more, spend less, and the lower marginal propensity to consume. 
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2.2 Aggressiveness and decision-making 
Extensive psychology research has shown the important role of aggressiveness in human 
behaviour. Aggressive people or those with a temperamental personality, for instance, are 
hastier in making decisions compared to normal or calm individuals. Dodge and Newman 
(1981) showed how an aggressive boy would have biased decision-making. The biased 
decision-making and judgement can also be seen in deviant behaviour, such as eating 
behaviour (Mehrabian and Riccioni, 1986) or the shooting decision of a police officer 
(Kleider and Parrott, 2009). Carlson et al. (2009) found that aggressive behaviour, if 
transformed in driving style, would influence the fuel consumption of a car. Moreover, 
aggressive people tend to take more health risks compared to normal people (Vollrath 
and Torgersen, 2002). 
From an economic perspective, the aggressiveness would affect the utility and 
become more hedonic (see Caplin and Leahy, 2001). Epstein and Zin (1989) addressed 
the conceptual framework of the relationship between risk-averse behaviour and temporal 
consumption. Brandstatter (1993) pointed to differential effects of socio-economic 
conditions on people’s well-being depending on the temperament of their personality. 
This is reciprocal to Camerer (2011) who argued that emotion could influence people‟ s 
economic choices, for instance price, information and income. Tracing back to the classic 
work in finance, Sandmo (1969) found how risky behaviour was associated with 
consumption behaviour and portfolio choice. Gul and Pesendorfer (2004) studied the 
behaviour of individuals towards temptation in consumption. They documented that a 
lack of dynamic self-control, such as an aggressive person, would probably decrease the 
equity premium. Indeed, this is in line with Rabin (1998) who showed that if we have 
self-control we can control our over-consumption, wealth accumulation, savings, and 
financial behaviour. 
2.3 Impulsive personality, behaviour and intertemporal savings 
The dossiers on the effects of an impulsive personality on judgement and decision-
making have shown how human choices are moderated more by their personality than 
driven by their utility optimisation. In optimising their utility through consumption and 
savings, individuals have different judgements depending on their impulsivity. For 
instance, Seaver and Patterson (1976) discovered that different impulsive personalities 
have different levels of fuel consumption. Additionally, Kassarjian (1971) reviewed and 
addressed how the consumer acts differently towards choices because of their personality 
characteristics. 
Additionally, the relationship between impulsive personality and savings behaviour 
has also been documented in the economics literature. For instance, Lunt (1991) 
discovered how the impulsive personality based on the psychological and social 
demographic variables influences the savings behaviour and recurrent savings behaviour. 
Frank and Hutchens (1993) found that easy-to-satisfy individuals rely on their 
satisfaction not only in terms of the level of consumption but also in respect of the rate of 
change. They also argued that the wage profile of individuals would influence the 
personal savings rate. A recent study by Harrison and Chudry (2011) provides a deeper 
insight of personality and its relationship with savings behaviour. They used Eysenck’s 
Personality Traits1 and showed how different personalities have different savings 
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behaviour. Harrison and Chudry (2011) documented that the tendency of an extrovert to 
use overdrafts and borrow from family members led to higher anticipated debts on 
graduation. They also documented that neuroticism was found to not have any significant 
relationship to borrowing behaviour, but that it was a significant predictor for student 
anxiety about money management. Other research papers, which used different 
measurements of personality instead of Eysenck’s Personality Traits, also found that 
personality affects savings behaviour. Donnelly et al. (2012) discovered that individuals 
who believe that material possessions can provide happiness manage their money less 
well, and that highly conscientious individuals manage their money better because they 
have positive financial attitudes as well as a future orientation. They also explained that 
those characteristics are closely associated with increased savings, decreased debt, and 
less compulsive buying. Tangari and Smith (2012) argued that individuals who are 
future-oriented are likely to have more positive savings compared to near-future 
individuals. Another study, by Shoham and Malul (2012), found how the level of 
uncertainty avoidance and collectivism has a significant impact on the level of savings. 
The more collectivist the society, the higher the savings rate. Concisely, the literature has 
documented how personality takes an important role in the savings behaviour of 
individuals. 
3 Empirical model and framework 
This research aims to investigate the role of the mediation effect of aggressiveness and 
the moderating effect with impulsive personality on the relationship between mood and 
intertemporal savings behaviour (see Figure 1). Firstly, we estimate the function of 
aggressiveness: 
( )aggressiveness f Mood=  
This is followed by its structural relationship towards savings traits. The savings 
behaviour function can be written as follows: 
( , , ),Savings f Mood Aggressiveness Impulsivity=  
where 
Savings AggressivenessD  
Hence, the function is modified into: 
, , ( ), ,
*
Mood Aggressiveness f Aggressiveness Impulsivity
Savings f
Aggressiveness Impulsivity
⎧ ⎫= ⎨ ⎬⎩ ⎭  
The function is estimated by following the Baron and Kenny (1986) steps of  
moderator-mediator regression model, where the steps are as follows. 
We run equation (1) as the first step in examining the role of mood on aggressiveness. 
0 1 i iAggressiveness Mood ε= + +β β  (1) 
The second step is the investigation of the link between the savings traits and 
aggressiveness. The estimation model is stated in equation model (2): 
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0 1 i iSavings Aggressiveness ε= + +β β  (2) 
The third step is estimated by examining the role of impulsivity on the relationship 
between aggressiveness and savings behaviour. The estimation mode is stated in equation 
model (3). 
0 1 2
3 *
i
i i
Savings Aggressiveness Impulsivity
Aggressiveness Impulsivity ε
= + +
+ +
β β β
β  (3) 
Lastly, we estimate the model of the association between moods and the savings traits. 
0 1 i iSavings behaviour Moods ε= + +β β  (4) 
Note that the structural equation model under partial least squares is employed to solve 
the function of savings. Hence, the three-step model of Baron and Kenny (1986) can be 
skipped and the model shown in Figure 1 [equation (3)] can be run instead. 
Figure 1 The research framework 
 
4 Data 
The data used in this paper were obtained by a survey study. Unlike Guven (2012), the 
survey was conducted by distributing a questionnaire in four ASEAN countries 
(Indonesia, Malaysia, Thailand and Vietnam) instead of using the government household 
survey (GHS). The GHS has several issues, such as 
1 not suitable for cross-sectional study 
2 different countries have differently-based years and measures 
3 not all countries have GHS.2 
This makes our study more robust compared with others. 
We contacted and hired professional field officer in Thailand and Vietnam. 
Meanwhile, survey in Malaysia and Indonesia were conducted by us. The sampling frame 
is the local people of each country. This means there is no expatriate or tourist taken as 
the sample. The sampling method is run under random sampling. Note that  
the period of data collection was from January 2013 to June 2013. To avoid the  
non-response bias, we conducted the t-test difference on the first three-month respondents 
(January 2013–March 2013) and second three-month respondent (April 2013–June 2013). 
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The results show there is no significant difference implying there is no issue of  
non-respondent bias error. The number of respondents can be seen in Table 1. 
Table 1 Respondents by country 
 Indonesia Malaysia Thailand Vietnam Total 
Respondents 519 566 595 577 2,257 
The survey consisted of 
a savings traits 
b mood state 
c aggressiveness 
d impulsivity traits, and was recorded using a five-point Likert scale. 
The savings traits were a modification of the savings traits of Guven (2012), in which we 
modified and adapted the four items. Following Retiveau et al. (2004), Steinhauser et al. 
(2011), and Johnson et al. (2012), the mood state was adapted from the Profile of Mood 
State psychometric tests of Cella et al. (1987). Meanwhile, the aggressiveness was 
adapted from Buss and Perry (1992) and we used the well-known UPPS Impulsive 
Behaviour scale for the Impulsivity Trait (see Whiteside and Lynam, 2001). The 
goodness of measures of the items was tested starting from their reliability, construct 
validity, convergent validity, and discriminant validity.3 
5 Empirical results 
5.1 Correlation matrix results 
Table 2 presents the correlations among the variables with a mixed value of coefficients. 
The results show that there are highly correlated variables in each country. A low 
correlation value is found in the association between impulsivity and moods, and also 
impulsivity and aggressiveness with less than 0.1. 
Table 2 Correlation matrix results 
Indonesia  Malaysia 
 
M A I S  M A I S 
M 1     1    
A 0.441 1    0.407 1   
I 0.108 0.126 1   0.097 0.118 1  
S 0.498 –0.399 0.103 1  0.359 –0.366 0.109 1 
Notes: Mood is denoted as M; aggressiveness is denoted as A; impulsivity is denoted as 
I; savings traits are denoted as S. 
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Table 2 Correlation matrix results (continued) 
Thailand Vietnam 
M A I S  M A I S 
M 1     1    
A 0.422 1    0.480 1   
I 0.113 0.098 1   0.125 0.098 1  
S 0.372 –0.477 0.363 1  0.484 –0.488 0.371 1 
Notes: Mood is denoted as M; aggressiveness is denoted as A; impulsivity is denoted as 
I; savings traits are denoted as S. 
5.2 Model goodness of fit 
The R-squared values, which are depicted in Table 7, are the proxy for the goodness of fit 
of a model. The results show that the predictors are good in approximating the real data 
point where the values are relatively high (higher than 0.1). For instance, the full model 
of savings behaviour can be explained by its respective predictor of 20.1%, 11.5%, 
21.6%, and 24.8% for the model of Indonesia, Malaysia, Thailand, and Vietnam. 
Meanwhile the aggressiveness model (mediator model) documents a very high R-Squared 
where the values are 33.3%, 44%, 41.1%, and 33.4% for Indonesia, Malaysia, Thailand, 
and Vietnam, respectively. 
Table 3 Findings for moods and savings traits 
 OLS 
0.168*** 
(2.576) Indonesia 
n = 519 
0.144** 
(2.21) Malaysia 
n = 566 
0.256** 
(2.513) Thailand 
n = 595 
0.189** 
(2.344) Vietnam 
n = 577 
N 2,257 
Notes: The estimate model is run using cross-sectional data. t-value statistics are in 
parentheses, and above them is the coefficient value. n means the observation of 
sample. Meanwhile, N is the total sample from four countries. *, **, and *** 
denote 10% significance, 5% significance, and 1% significance, respectively. 
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5.3 Mood and savings traits 
Table 3 estimates equation (4) where mood is the predictor for savings traits in four 
different countries. The coefficients of the models are 0.168, 0.144, 0.256, and 0.189 for 
Indonesia, Malaysia, Thailand, and Vietnam, respectively. The t-values are also higher 
than 1.960 indicating that the associations are significant at the 5% level. Therefore, the 
results imply that mood has a positive effect on the savings traits in those four countries. 
The better the mood, the stronger the savings. This supports prior research, such as Beja 
et al. (2012), and Guven (2012), where mood has a significant influence on intertemporal 
choice. 
5.4 Aggressiveness and savings traits 
The estimations of the association between aggressiveness and savings traits are 
portrayed in Table 4. The results show that aggressiveness lowers the savings traits with 
t-values of 2.661, 2.376, 2.770, and 2.601; a value that is higher than 1.96 (5% 
significance level). Interestingly, the associations are negative between aggressiveness 
and savings behaviour. Higher values of aggressiveness lead people to make fewer 
savings. These results are reciprocal to previous research, such as Epstein and Zin (1989), 
and Gul and Pesendorfer (2004). 
Table 4 Findings of aggressiveness and savings traits 
 OLS 
–0.407 
(2.661) Indonesia 
n = 519 
–0.362 
(2.376) Malaysia 
n = 566 
–0.335 
(2.77) Thailand 
n = 595 
–0.384 
(2.601) Vietnam 
n = 577 
N 2,257 
Notes: The estimate model is run using cross-sectional data. t-value statistics are in 
parentheses, and above them is the coefficient value. n means the observation of 
sample. Meanwhile, N is the total sample from four countries. *, **, and *** 
denote 10% significance, 5% significance, and 1% significance, respectively. 
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5.5 Mediation of aggressiveness 
Equation (3) estimates the mediation effect of aggressiveness on the relationship between 
mood and savings traits. It shows a significant association in which aggressiveness 
mediates the relationship significantly with t-values of 2.784, 2.007, 2.875, and 2.566 in 
Indonesia, Malaysia, Thailand, and Vietnam, respectively. The mediating effects in these 
countries have a partial mediator effect as the relationship between mood and 
aggressiveness is also significant at the 5% level. The results imply that the mechanism 
of mood induces the savings behaviours that are caused by the aggressiveness of the 
individual. Having a bad mood would increase the aggressiveness, and high 
aggressiveness would decrease the savings traits. In other words, aggressiveness occurs 
as an important mechanism explanation in governing the relationship between mood and 
savings traits. This is in line with previous research, such as Forgas (1989), Gul and 
Pesendorfer (2004), and Guven (2012). 
5.6 Moderating effect of the impulsive personality 
This study finds how the impulsive personality has failed to moderate the association 
between aggressiveness and savings behaviour in Indonesia and Malaysia, but not in 
Thailand and Vietnam. The relationship shows a negative sign in which the coefficients 
are –0.731, –0.210, –0.244, and –0.269. However, unlike the results in Thailand and 
Vietnam, the t-values in Indonesia and Malaysia are lower than 1.96. The t-values are 
0.143, 0.272, 2.259, and 2.058 for the regression model in Indonesia, Malaysia, Thailand 
and Vietnam, respectively. It should be noted that a low value of interpersonal traits 
indicates an introvert personality and a high value of interpersonal traits indicates an 
extrovert personality. 
Table 5 The moderating effects of Impulsivity 
 OLS 
–1.173 
(0.143) Indonesia 
n = 519 
–0.21 
(0.272) Malaysia 
n = 566 
–0.244** 
(2.259) Thailand 
n = 595 
–0.269** 
(2.058) Vietnam 
n = 577 
N 2,257
Notes: The estimate model is run using cross-sectional data. t-value statistics are in 
parentheses, and above them is the coefficient value. n means the observation of 
sample. Meanwhile N is the total sample from four countries. *, **, and *** 
denotes 10% significance, 5% significance, and 1% significance, respectively. 
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The findings show that personality plays a role as moderator in Thailand and Vietnam in 
the association between aggressiveness and savings. These estimations highlight two 
important points. Firstly, the aggressiveness of the individual in Indonesia and Malaysia 
has no interactive association effect with personality on the savings behaviour, thereby 
implying that it does not matter whether the individual is introvert or extrovert, it does 
not encourage them to make more savings. However, Thailand and Vietnam present a 
different picture for this relationship. The findings of personality as a moderating effect 
have been documented and have significant influences in these two countries indicating 
that different impulsive personalities have a different interaction effect with 
aggressiveness on the savings behaviour. 
With regards to demography, the Indonesians and Malaysians have a similar culture, 
and share the same conclusion of moderating effect where there is a moderating effect of 
personality. Meanwhile, Thailand and Vietnam also have something in common 
regarding culture. But the moderating effect is found to be significant in these two 
countries. It seems that the aggressiveness role on savings behaviour has no interactive 
association with personality for ‘Nusantara’ descendants (Indonesia and Malaysia), but 
has effects for ‘Indochina’ descendants (Thailand and Vietnam). It does not matter 
whether they are introvert or extrovert, self-regulated or not, with high or low 
impulsivity, aggressiveness steadily influences the savings behaviour in Indonesia and 
Malaysia. Meanwhile, Thailand and Vietnam consider impulsive personality on the 
aggressiveness-savings link. 
The conclusion about Nusantara and Indochina differences is supported by prior 
studies such as Bond et al. (2004) and Reisinger and Crotts (2009). For instance, Bond  
et al. (2004) surmise there are differences between nusantara and indochina in terms of 
dynamic and societal culture. They grouped Indonesia and Malaysia as a nation with 
cultures that are high in Dynamic Externality and low in Societal Cynicism. Meanwhile, 
Indochina culture such Thailand, are high in both dimensions. Note that dynamic 
externality culture means that the culture has close to cognitive component of  
social-system collectivism, a widely studied cultural complex assessed using other types 
of psychological constructs in other culture-level studies. Meanwhile, societal culture 
represents the cognitive component of an unrecognised cultural complex that might be 
labelled maleficence, reflecting the assessed hostility of the social system toward its 
members. 
Reisinger and Crotts (2009) differentiate Indonesia, Malaysia, Thailand, and Vietnam 
by using Hofstede’s culture measures. They surmise Indonesia and Malaysia have same 
behaviour as their cultural is invergent. Meanwhile, Indochina regions will have similar 
behaviour as their cultural is not divergent. In other words, Thais differ from Indonesians, 
but Indonesians is not much different from Malaysia. Furthermore, Reisinger and Crotts 
(2009) conclude that Indonesia and Malaysia have the same level of long-term 
commitment culture where these nations have similar level of persistence and patience. 
Lastly, our study is in line with the World Value Survey where it documented in term 
of money orientation and consumption perception, Thailand and Vietnam can be 
clustered in one group, and Malaysia and Indonesia are clustered in another group. 
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5.7 Nusantara versus Indochina 
In the previous section, the findings documented how an impulsive personality fails to 
encourage less aggressive people to consume more in Thailand and Vietnam, but not in 
Indonesia and Malaysia. The different customs and culture between Nusantara (Indonesia 
and Malaysia) and Indochina (Thailand and Vietnam) might be the explanation for those 
differences (i.e., Bond et al., 2004; and Reisinger and Crotts, 2009). Therefore, we 
investigate further the differences by employing paired t-tests between the Indochina 
countries and Nusantara countries. 
Table 6 shows that the mean difference between Indochina and Nusantara for 
impulsivity is 0.3623, and the mean difference between Indochina and Nusantara for 
savings is 0.1396. This implies that the impulsivity and savings between Nusantara and 
Indochina are different descriptively. Since the mean of impulsivity and savings of 
Indochina is greater than the mean for Nusantara’s impulsivity and savings, we can 
conclude that Indochina has stronger associations of impulsivity and savings compared to 
Nusantara. 
Table 6 Results of paired t-test 
 Mean differences t-value Sig. 
Impulsivity 0.3622 2.053 0.0403 
Savings 0.1396 1.738 0.0825 
Furthermore, the significant value of impulsivity differences in Table 6 is 0.0403 or less 
than 0.05. This implies that there is a difference between Indochina’s impulsivity and 
Nusantara’s impulsivity at the significant level of 5%. The t-value for the paired t-test 
between Indochina and Nusantara’s savings is 1.738. This means there is a significant 
difference between Indochina savings and Nusantara savings. Therefore, we can conclude 
that the savings behaviours between Indochina and Nusantara are significantly different. 
These findings explain why the aggressiveness-savings link in Indonesia and Malaysia 
(Nusantara) is different from the association found in Thailand and Vietnam (Indochina). 
6 Discussion 
Our findings surmise that the decision in favour of savings or consumption is very close 
to the mood of individuals. The results show that the higher the mood, the higher the 
savings traits. This relationship can be explained using the Mood-Induced Decision in 
behavioural economics. For instance, Finucane et al. (2000) stated that affection plays an 
important role in decision-making and guiding towards a judgement. The affection 
through mood influences the heuristic process and results in biased decision-making. In 
our case, the mood generates the heuristic bias decision and results in savings behaviour. 
However, if the mood induces aggressiveness, the individual tends to have more 
impulsive consumption rather than savings behaviour. 
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Table 7 Estimations of structural equation model (PLS) 
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Table 7 Estimations of structural equation model (PLS) 
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This relationship is also explicated by the previous classical work of Alice Isen.4 For 
instance, Isen and Means (1983) showed how mood affects the strategic decision-making. 
Just like our research, mood influences the savings behaviour because of the cognitive 
process. The mechanism proposed in this research is aggressiveness. Forgas (1989) 
explained how a positive mood and negative mood would influence the rational  
decision-making and level of awareness. In his model, he addressed the process of how 
mood is infused into a decision, which consists of 
a decision time where a happy mood would make the individual take less time to 
decide 
b decision efficiency where a happy mood would make the individual consider fewer 
irrelevant dimensions 
c information preferences where a happy mood makes the individual search for more 
information before taking a decision; and, lastly 
d information precession where a happy mood makes the individual think fast without 
any complexity. 
Relating that back to our study, the happy mood of individuals would lead them to be 
more impulsive in consumption but less impulsive for savings. The decision time, 
decision efficiency, and information preferences are the reasoning behind this. 
7 Conclusions 
This paper attempts to answer whether the savings traits are induced by the mood and 
aggressiveness. This paper investigates the role of personality as a moderating variable. 
This means that the basic tenet of traditional economics, which is rational behaviour, is 
argued by proposing the hedonic utility. For reasons of robustness, the paper took four 
ASEAN countries and used the structural equation model to answer the research 
objectives. 
The results are very interesting. Firstly, the savings behaviour of individuals was 
influenced by moods and the level of aggressiveness. The better the mood, the better the 
savings behaviour. The same conclusion also goes for the level of aggressiveness: the 
more aggressive an individual, the worse the savings behaviour. Secondly, the mood 
affects the aggressiveness of individuals leading to the savings behaviour. A good mood 
would produce low aggressiveness, and low aggressiveness would produce better savings 
behaviour. In short, aggressiveness would mediate the association between mood and 
savings behaviour. 
Note that the survey in Indonesia and Malaysia shows how aggressiveness mediates 
the relationship between mood and savings behaviour. Meanwhile, the impulsive 
personality fails to induce the moderating effect for the relationship between 
aggressiveness and the savings behaviour. However, the survey in Thailand and Vietnam 
shows that after aggressiveness mediates the relationship between mood, and savings and 
behaviour, the personality has a moderating effect on the aggressiveness of savings 
behaviour. This implies that personality could not be taken into consideration in the 
savings behaviour of Malay descendants (Indonesia and Malaysia) but that it could for 
Indochina descendants (Thailand and Vietnam). To confirm the findings, this paper ran 
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paired t-tests to determine whether there are differences in savings behaviour in four 
ASEAN countries. The result is a tally in which there are significant differences between 
Nusantara descendants and Indochina descendants. 
In conclusion, the savings traits of four ASEAN countries were determined and 
differentiated by the psychological characteristics of individuals. Regulators can use the 
findings by controlling inflation through monetary policy following the mood cycle of 
individuals. The findings can also be used for policymaking. For instance, understanding 
the link between mood, aggressiveness, personality, and savings behaviour can help 
design tax and retirement policies. It can also help regulate the timing of macroeconomic 
announcements (announcements of unemployment, inflation, tax level, increases in 
wages and salary, increases in commodity prices). Future research may tackle this issue 
by examining whether macroeconomic news would cause more inflation or other 
seasonality because of moods. Future research can also extend this study by adding the 
source of mood attribution, such as happiness, sunshine, moon gravity, and other mood 
attributions. 
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Notes 
1 See Eysenck and Eysenck (1975) for the detailed explanation of the personality traits 
inventory. 
2 Guven (2012) addressed this as a limitation of the study. 
3 The tables can be provided upon request. 
4 Psychology Marketing scholar from the University of Cornell who is famous for her papers 
about moods and decision-making. 
Appendix 
1 The questionnaires were translated using professional translators located in Indonesia 
(Surabaya), Malaysia (Penang), Thailand (Bangkok), and Vietnam (Ho Chi Minh). It 
was back-to-back translation in which one translator translated from English to the 
local language, and then another translator translated back from the local language to 
English. For reasons of robustness, the translated questionnaire was pre-tested by 
distributing to students (Indonesia’s and Malaysia’s Questionnaire) and through 
focus group discussion with faculty members of schools of social science and 
schools of literacy (conducted in all countries). 
2 The mediation effect was tested using the following formula. 
2 2 2 2 2 2
,
a ab b
a bt
b S a S S S
×= × + × + ×  
where ‘a’ is the path coefficients from mood to aggressiveness ‘b’ is the path 
coefficients from aggressiveness to savings behaviour; ‘Sa’ is the standard deviation 
from mood to aggressiveness; ‘Sb’ is the standard deviation from aggressiveness to 
savings behaviour. 
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3 Even though the partial least squares is a non-parametric test that does not need a 
huge sample, the rule of sample size is the number of relationship arrows going to a 
dimension/variable times 10 (see Hair et al., 2010). This research has five 
relationship arrows going to dimensions/variables (see equation (3) and we know 
there are five predictors], hence the sample size needed is 5 times 10, which is 50 
samples per country. In short, our sample by country is suitable for use in the model. 
